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Marlene Dortch, Secretary Wﬂﬁwgzgﬁgﬁwmm
Federal Communications Commission -
445 12th Street, S.W.
Washington, DC 20554 EX PARTE OR LATE FILED

Re: Ex Parte Presentation, CC Conscolidated Docket
Nos. 99-273, $2-105 and 92-237

Dear Ms. Dortch:

Enclogsed for filing are three copies of a presentation
made on July 9, 2002 to Greg Cooke and Rodney McDonald of
the Wireline Competition Bureau, Jared Carlson of the
Policy Division of the Wireless Telecommunications Bureau
and Marilyn Johnson of the Telecommunications Access Policy
Division attended by Tim Timmons, President of Metro One
Telecommunications, Nathan Baker, Vice-President of Metro
One and Metro One’s attorney, Peter A. Cascilato. Addressed
at the meeting were issues raised in the above-captioned
dockets relating to access to both wireline and wireless
innovative directory assistance service offerings, as set
forth in the attachments hereto. In additicon, the
undersigned met briefly today with Mr. Cooke and Mr.
McDonald to further discuss the points made in the attached

hand-out.

Should you have any questions concerning this matter,
please contact the undersigned.

Veri/pruly yours,

Jiiz

Peter Casciato
Attorney for Metro One
Telecommunications, Inc.

Enclosure




The Case for Innovation and Competition in
Directory Assistance and Information Services

Why 10-10 Numbers Are Appropriate
On All Phones

METRO ONE
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Our Goals

* We want to provide our innovative services directly to o
the public, in those cases where a carrier denied access
to such services to the public.

* We want to maintain our wholesale relationship with
those carriers who do choose to outsource to us (our
current customers) and offer innovative services to the
public.

* 10-10 numbers give us and other providers like us the
opportunity to do so.
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Metro One QOverview

* Founded in 1989
* [eading provider of Enhanced Directory Assistance

 High levels of service (directions, reservations, other
info, personal assistant services)

» Wholesale business - wireless carriers are customers
 QOver 500 million calls / year - $250 million revenue

* Profitable and financially sound (a viable competitor)
o Distinguished Board of Directors

* Nasdaq listed

METRO ONE
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Metro One’s Service Offerings

* Directory assistance with category searches
* Events and movie listings/reviews

* Personal directories and calendars

* Location - directions; “find me the nearest’

* Personal assistant services and reservations

— Restaurant
— Hotel
— Rental car

o (@enerally all voice-based - - easy for anyone to use.
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“One Number,

| ride ‘ém mi:m 2
A Phone is a Phone... Quest

 Wireless companies largely are the wireline companies

— “One Number - One Bill” marketing
— RFPs offer both wireless and wireline business to vendors
- “We're taking this ‘in-house”™

» Wireless is replacing wireline over time

» Uneven regulation gives a huge advantage to these
wireline / wireless companies

METRO ONE
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Going Full Circle X cingular-
* Mergers undoing the breakup -
o |ots of opportunity to hinder / prevent competition

* Phone companies’ activities are bringing us back to:
— high prices
— low service levels (few alternatives, frequent automation)
— regional monopolies
— Lack of access to innovative services

METRO ONE



Rising prices to retail customers

Service, content, innovation and
consumer options are suffering

What we now offer and pricing thereof currently is
controlled by carriers (high prices; fewer choices)

Services are often used as follows:
— Advertised to support price increases
— Removed once product is at higher price

METRO ONE
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Price Per Call

Price Per Call

Price Per Call

$1.35
$1.25
$1.15
$1.05
$0.95
£0.85
$0.75
$0.65
$0.55
$0.45

$1.36
$1.25
$1.156
$1.05
$0.95
$0.856
$0.76
$0.65
$0.55
$0.45

$1.35
%1.25
£1.15
$1.05
$0.95
$0.85
$0.75
§0.65
$0.55
£0.45
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ATA&T Wirelass

1994 1989 2000 2001 2002

1998 1999 2000 2001 2002

Price Per Call

Price Per Cail

Price Por Call

$1.35
$1.25
$1.15
$1.05
$095

$0.85 |

$0.75
$0.65
$0.55
$0.45

£1.35
$1.25
$1.15
$1.05
3095
$0.85
$0.75
$0.65
$0.55
50.45

$1.35
$1.25
51.15
$1.08
$0.95
$0.85
$0.75
$0.65
$0.55
$0.45
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What We Want...

o Qffer our innovative products directly to the public
* On all phones through one access number

» We and the consumer need a reasonable opportunity...
— One number - market nationally/universally
— Fast implementation - can roll out now
— Equal access to wireless telephone listings
— Non-predatory pricing
* We can handle our own billing, If necessary

METRO ONE
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10 -10 Numbers

 Technologically possible - 10-10 is available now &

— On Wireline - - up and running

— On Wireless - - requires Feature Group D or SS7 (Wireless

carriers all have this today.)

» Economically feasible - low / no cost; already providing

» Consumer friendly
— Easy-to-use voice services

— Broad segments of general public - - average consumer,
seniors, disabled - - denied these services on wireless

METROONE
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With 10-10, We Would Offer...

* Higher level of service
* Ease of use - from any phone (mobility / portability)
* |ower retalil prices

* Appeals to the following:

— Average guy (huge installed base of phones
and persons who know how to use them)

— Seniors / “lower tech” user
— Disabled

METRO ONE
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Voice Services Are Most Likel

THE BIG PICTURE

to Serve Well

METRO ONE
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Pre-subscription / Other Solutions

Pre-subscription solutions promote competition
and are technologically and economically correct

But it will take a long time to sort this out for 411
In the meantime, public / would-be providers will suffer

10-10 is a quick and easy, hard-to-argue-with
intermediate solution that can happen now

No respondent has really argued against it

METRO ONE




FCC Should Act Now

»  Authority under Communications Act § 201, 251 & 332 (c)(8)
e  Action will:
Foster competition among different services

Facilitate innovative products and services,
particularly by small business and new entrants

o  Wireless customer access to the DA toll carrier of their choice
IS being denied; unblocked access is in the public interest

Original premise of 10-10 numbers was to allow access
to a carrier of choice when not presubscribed

Unblocked 10-10 access to DA carrier of choice avoids
acrimonious debates over alternative 411 presubscription
arrangements

METRO ONE
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Cmgular CEO Talks About Turmoi

" are sending a strong slgna.l that

Impnr:am To Reduce Chum

CEO 5 keepmg an eye on
customer acquisition costs
as key profitability measure
BY REINHAADY KRAUSS
INVESTOR'S BYSINESS QAILY

"The wireless phone industry is in

turmnoil as subscriber growth slows,
For exampie, Sprint PCS last week
| said it will add far fewernet subscrib-
- ersthis year thap ichad expected.
1t's unclearwhich carriers will sur-
vive the industry shakeout.

Cingular Wireless standsasgood a
chance a5 any, says Chief Executive
Stephen Carter,

With 21 million subseribers, it's
the second-biggest U.S. wireless car-
rier after Verizon Wirejsss,

Cingular is 1 joint venture of re-
gional Bells SBC Communications
and BellSouth Corp.

Carter last week spoke with IBD

abour indusu'ytmnds.

1BD: Analfysts say six national wire-
less players, plus many regional
ones, are too many. Ifthere's no con-

. selidation, do carriers face dire pros-

pects?
Carter: It depends on the capital
markets to some extent

If the capital markets reward irve-
sponsible behavior, then that sce-
pario could come about,

But I suspect that capital markets

SUTIERFORL INVITT.

they don’t want to invest in loss-
making companies that show no
promise of nuaking a profit.

You'll see (companues) starting to
act more rationalty.

They'll have to price services at a
point where they can make a re-
turn. Ecogomics will sort this out
one way or another,

There are some companies that
can't afferd tw continue giving
away things at a joss.

IBD: Analysts point to VriceStream

-Wireless as being the price leader.

Will VoiceStream keep it up?
Carter: It's really not so much
VoiceSoream as a question-of its par-
ent company’s (Deutsche Telekom)
desire to gain market share,

IBD; Deutsche Telekom is still large-
ly government-owned. Wil the re.
sults of the German election later
this year have any effect on its US.
Strategy?

Carter: There’s a lat of speculation
(that electon results) could change
(DT"s) policies toward their overall
financial position. But I'm not the

expert.
IBD: The Federai Communications
Comumission s drawing up new
guidelines for wireless industry
mergers. Any concerns?
Carter: It's not clear what they're
looking at.

We're hopefil that, with the spec-
trum cap going away, the focus is
on speeding up merger reviews
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Stopl'un Carter

Rl B CEO, Clngular
Wireless :
K49yearsold |

h Master's degree,"
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rather than setting conditions that
have to be met .

What we've seen is that FCC re-:
view periods can getlong, .

Tt's our hope that if they draw up
guidelines, they set 2 deadline by,
which they need to make a deci-|
sion
IBD: Are antitrust issues che main |
hurdle to consolidation? ,'
Carter: It depends on who thé play- .
ers are. There are many combina- |
tions available that wouldn't create .
antitrust issues. There are some
that might.
IBD: Some U.S. senators are push-
ing for a natienal spectrum policy so
airwaves gcould be reallocated. -
Would Cingular support that?
Carter: There needs to be & step-

ping back from the (current) situa-
tion of looking at each auetion, or
band of spectrum, on a case-by-
case basis.

An guthority needs to look at posi-
tions of the {(TV) broadcasters, the
satelljce usersy, the wireless cartiers,

the Defense Department, schoels,

churches, everybody thats in-
voived,

W need a plan not ocly for North
Americs, but globally a well
There's little point in creating spec-
trurns (blocks) here that are vasdy
different than other places in the
wotld.

If the U.5. armed forces are using
bandwidths that ia other countries
are allocated for commercial wire-
less, that’s not good either.

To look at it from a global perspec- -
tive would be extremaly useful.
IBD: Cingular has forged network-

1| sharing deals with AT&T Wireles

Inc. and VoiceStream, Yet some ana-
fysts say your spectrum holdmgs are
the weakest of the big six carviers.
Carter: T say weakest is probably
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In The Wireless Telecom Industry

“There needstobea
stepping back from the
(current) situation of

looking at each auction,

or band of spectrum, on a
casé-by-case basis.”

- Stephen Carter

& little unfair, at least when you con-
sider Nextels position, Excluding
(Nexte]), I would sgree that on qver-
age we have the lower end of (spec-
trum). Typically, AT&T has the
largest amoune of spectrure,

Does that affect us on a day-to-
day basis for the next few years?
No, not resily, But for us ta move to
UMTS (adwvanced, next-generation
systemy), it would be an issue.

IBD: Sprint PCS and Verizon sesm
to be ahead of other carriers in roil-
ing auz higher-speed data networks.
How much of a competitive edge
will they get?

Carter: We have GPRS (astepping-
stone technology) available in

ahout 30% of our markets, [l be in

50% by year-end.

They'ra looking at maybe a year
lead in some markets. (The advan-
tage) is very limited. When you get
to 3G (more advanced data net-
works), then you see large increas-
es in data speeds that will aflow for
new applications.

When you talk about 1X speeds
{as per the ongoing network up-
grades at Sprint PCS and Verizon),
that really helps with e-mail and
some other stuff.

By the time consumers are ready
to embrace more complex applica-
tons, all the carriers wil] be in
more or Jess the sarme position.

I don’t think anyone is seeing
huge volume growth out of their 1X
networks. They may have bragging
rights that it's up and running.

IBD: Cingular is owned by two local
phone companies. Does its strategy
differ from Sprint PCS, AT&T or
Nextel which aren’t Bell-owned?

Carter: We see a huge porendal for
bundling products (wireless, local,
long distance, Internet). It doesn’t
detract fram our ability to compete

3 a5 a wireless carrier, Buc it enhanc-

es our abiliry to compets in che cor-
porate space and some consumer
segments,

IBD: Daes the strategy differ when
it comes to gerting users to substi-
tute wireless phones for landline
phonas?

Carter: Probably Sprint does think
about substitudon of long-distance
calls by wireless,

Most long-distance companies
would admit that the wireless in-
dustry has taken quitealotcf(min-
utes away),

IBD: What about replacing second
lines going into hornes?

Carter: What we see is that where
teen-agery earlier may have had a
second or third [ine in a bedroom,
now they'd rather have a wireless
phone.

People are still wedded to land-
line phones for all sorty of reasons,
including Internet hookups.

IBD: Does Cingular stand a better
chance to survive an industry sheke-
out because it's owned by regional
Bells?

Carter: Having two world-re-
nowhed COMpArles as our Qwners

is a huge advantage when it comes
1o stability.

At the end of the day, we have to
convince the banks we're a viable
company to lend mogey to.

We have to be financially responsi-
ble, with a balance between growth
and a return on capital.

IBD: Cingular garners lower aver-

age revenue per customer than most

rivals. Can it still be more proficable
than rivals beeause of other factors?

Carters There may be some cerri-
ers growing net (subscribers) faster

. than us that would rather bave our

customer base and profitability.

In 2000, everyone grew substan-
delly. In 200L it tapered off. In
2002, there’s definitely-a slowdown

ia new subscribers coming into the .

market.

The key for us is not to lose cus--
tormers. We npeed to reduce our:

churn

The key w proficability is how-
much it costs to get & customer and

how Joog you keep them

I don't think (average revenue) as
a metric on ity owxt is a good way of
looking at profiability. It's just one
guide. .

Tech Analysis
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